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Trade Direct Marketing 


FSC-51-A 

ATTACHMENT A 

- CONFIDENTIAL - 
FOR RJR USE ONLY 

1996 TRADE DIRECT MARKETING PROGRAM 
C-STORE & SUPERMARKET GUIDELINES 
FULL P R ICED B R A NDS 

| Qualifications | 

• Chain must be a participant in 1996 Retailer Accrual Program. 

• C-Store chain must be at Level II or 111 merchandising plan. 

• Supermarket chain must be at Level II merchandising plan. 

| Funding ~ 

• Retailer Accrual Program dollars fund this program: flexible base dollars (those left after Partner’s 
Promotions are paid for) and match dollars (RJR's & retailer’s). 

• RJR match dollars must fund coupon redemption in fair trade states. 

| Recommendations for Selection Criteria ~ 

• Chain should be an RJR Partner and strategically important player. 

• C-Store chain should have 100+ weekly carton volume. 

• Supermarket chain should have 217+ weekly carton volume. 

• Chain should be a major player in the market (mailings of less than 50,000 pieces not recommended). 

Field Sales Management Responsibility"! 

• If clarification is needed on any of this information, please call K Wadia (ext. 7004) or Jacquie McLaurin (ext, 
4382). 

• Ensure timely delivery of Information Sheet (Attachment B), requested zip code information 
(Attachment C), & chain log o to: Nikki Lail (ext. 0460), RJRT, P.O. Box 2959, 401 N. Main St., Winston- 
Salem, NC 27102-2959. We prefer to receive zip code info via E-Mail. Our fax number is 741-7989. 

• Review RJR Field Manager Responsibilities (Attachment D) for your specific responsibilities, check list, 

& tracking form. 

• Schedule meeting with chain to present program after preliminary information has been reviewed by K or 
Jacquie. 

• .,Where appropriate, effort should be made to have a representative from the chain's direct account 
accompany you on the chain presentation. This will solidify the relationship you have with the direct 
account, and the relationship the direct account has with the chain. This is building a “Three Way Alliance". 
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Guidelines, cont. 


FSC-S1-A 


• In the event the Partner's Promotion needs to be canceled in order to fund this program, please contact 
your area manager of operations. 

* Ensure chain’s advertising agency sends art for top panel by deadline to RJR agency: Coyne Beahm, 
Attention: Rebecca Barker, 8515 Triad Drive, Colfax, NC 27235, Phone: (910) 996-1255, Fax: (910) 996- 
7789. 


• Obtain chain's approval of proof & advise Trade Direct Marketing Group (TDMG) by deadline. 

• Recommend a plus-out to participating.stores in support of anticipated incremental volume. 

• Ensure participating chain stores in drop areas & applicable RJR field offices are notified of program 
specifics at least one week prior to mail out date: offer, coupon verbiage ("coupons only good at ‘Zip Mart' 
stores”), brands, locations, redemption logistics, beginning & expiration dates, & that coupons are 
store/retailer coupons (not manufacturer’s). Sample letter will be forwarded to you several weeks prior to 
mail out date. 

• Make budget adjustments for your records once information is received from TDMG (actual budget transfer 
will be made in Winston-Salem). 


• Return 
date. 


E) to TDMG within four weeks of program's expiration 


| Specifics of Program \ 


• Mailer Information: 

- Chain given an inside panel for their logo & creative to promote other store specials or items such 
as gas, coupons on fountain drinks, new items, telephone cards, etc. 

- Chain logo also goes on an outside panel, 

- Coupon expiration date should be 60 days from program mail out date. 

- Coupons are store/retailer coupons (not manufacturer’s) & should not be submitted to Coupon 
Redemption Center. 

• Chain & its ad agency to supply art for their chain logo & art for their panel within time frames stated below 
(field sales manager to ensure follow through): 

- Immediately - send chain logo on disc to TDMG. 

- If logo cannot be obtained on disc, submit a first generation black & white ad slick 
reflecting color breaks & all PMS colors. 

- Coyne Beahm cannot pull chain logos off business cards. 

- Thirteen (13) weeks prior to mall out date - send art for top panel creative on disc to Coyne 
Beahm. *** 

- Art will be reproduced using 4-color process, plus 1 color. 

- Digital art should be provided in Macintosh format with EPS art files created in either 
Freehand or Quark software, Include original art files & all screen & printer fonts used 
(Adobe only). 

*** As a last resort : if artwork cannot be provided on disc, camera-ready art reflecting all 
PMS color breaks will be accepted. Must be output on resin-coated paper, high resolution. 
Paper laser proofs will not be accepted. 
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ATTACHMENT B 

1996 TRADE DIRECT MARKETING PROGRAM 
INFORMATION SHEET 
Date: 


Chain name: 

Average weekly volume/store: 

Chain address (include mailing & shipping): 

Avg. RJR weekly volume/store 


RJR Total SOM: 


Supermarket: C-Stores: 


Merchandising Level: 

Chain contact /title: 

Chain ID#: 

Phone #: 

Fax #: 

Total # chain stores (program participants & non participants): , ] 

1 # Chain owned stores (corporate): 

# Dealer stores (even if not participants): j 

Are cigarettes priced competitively in this chain? 

RJR manager/title: 

Voice mail #: 

Division #: Division name: 

Phone #: 

Office address (include mailing & shipping): 

Fax #: 


Is chain Retailer Accrual Program (RAP) participant?; RAP Match? 

Total quarterly RAP base dollars? $ 

Total quarterly match dollars; RJR’s?; $ Chain's?: $ 

Total quarterly base dollars left after Partner’s Promotions are paid for: $ 

Which budget are you using (Retailer Accrual, Heavy-Up, etc.)? _ 

List # of stores by state participating in program; with total at end (ex.: 80SC;100GA=275) 

Which are fairtrade states (minimum pricing)? 

Which of these non-fair trade states? _ 

** Program description: 

Brands (list Select & Winston separately, if applicable): 

Effective beginning date: ** Expiration date: 

** Mail out date: _ ** Roll Fold or Postcard? _ 

** Chain’s ad agency: ** Agency contact person: 

** Agency address (include mailing, shipping, city, state, zip): 

** Phone #: 

_ ** Fax #: _ 

IMPORTANT! 

1. Fax form (or E-Mail if completed in PC) to Nikki Lail (910) 741-7989. 

2. E-Mail zip codes to Nikki (see Attachment C for instructions). 

3. Send chain logo (see instructions: Attachment A, page 2) to: RJRT, POB 2959, W-S, NC 
27102-2959, Attention: Nikki Lail, 8^ Floor-Reynoids Building. 

COMMENTS: 

I_ 

"Can be provided at a later date. infoshet.doc 317/96 
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ATTACHMENT C 

1996 TRADE DIRECT MARKETING PROGRAM 

ZIP CODE REQUEST INSTRUCTIONS 


• Create in Excel Version 5.0 via Data Grab. 

• Include chain name, all applicable states & divisions at top. 

• List territories, states & zip codes using format given below. 

• Zipcodes should be in ascending order. 

• Only list one zipcode per line. 


EXAMPLE 


E-Z Marts - States of NC & SC; Divisions 1230,1235 


SRTERB 

STATE 

ZIP 

123001 

NC 

27104 

123001 

NC 

27105 

123007 

NC 

27106 

123501 

SC 

28532 

123508 

SC 

28536 


• E-Mail (do not fax) to Nikki Lail (Lail, Nikki D.). 


• Home Office Contacts: K Wadia - (910) 741-7004 

Jacquie McLaurin - (910) 741-4382 
Nikki Lail-(910) 741-0460 


ZIPCODE.POC 3/7/96 
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ATTACHMENT D 

199.6-TRADE DIRECT MARKETING PROGRAM 
RJR F IE LD M ANAGER RESPONSIBILITIES 


V 

Field Manager’s Checklist & Tracking Sheet 

Date 

Handled 

□ 

1. 



□ 

2. 

ComDlete & return Information Sheet (Attachment B). zip code information 
(Attachment C), & chain logo (see Attachment A, page two) to Nikki Lail. 


□ 

3. 

Determine budget, total count, locations, timing, & offer with assistance 
from Trade Direct Marketing Group (TDMG). 


□ 

■ 

Schedule meeting with chain to present program after preliminary 
information has been reviewed with K Wadia or Jacquie McLaurin. 


□ 

5. 

Ensure chain’s advertising agency submits art for top panel creative 
on diskette (see Attachment A, page 2) to Coyne Beahm 13 weeks 
prior to mail out (phone/fax numbers & address given below). 


□ 

6. 

Have chain approve proof & advise TDMG. 


] 

■ 

Recommend a plus-out of promoted brand styles to participating stores in 
support of anticipated incremental volume. 


□ 

8. 

Ensure chain communicates program specifics to their supervisors/store 
clerks in drop areas & neighboring areas one week prior to mail out date. 
Sample letter will be forwarded to you several weeks before mail out. 


□ 

9. 

Inform applicable RJR field sales offices of program specifics. 


□ 

10. 

Make budget adjustments for your records once information is received 
from TDMG (actual budget transfer will be made in Winston-Salem). 


□ 

11. 

Return Program Results (Attachment El to TDMG no later than four weeks 
after program expiration date. 



HOME OFFICE CONTACTS 


MAILING/SHIPPING ADDRESSES 

K Wadia (ext. 7004) 


R. J. Reynolds Tobacco Company 

P. O. Box 2959/401 N. Main Street 

Jacquie McLaurin (ext. 4382) 


Wnston-Salem, NC 27102-2959 

Nikki Lail (ext. 0470) 

Fax: (910) 741-7989 


Coyne Beahm 

Attention: Rebecca Barker 

8515 Triad Drive 



Colfax, NC 27235 



Phone: (910) 996-1255 Fax: (910) 996-7789 


CHEKLIST.DOC 3 / 7/96 
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Please return completed form within four weeks of program expiration date to: Nikki 
Lail, R. J. Reynolds Tobacco Co., P.O. Box 2959, 401 N. Main St., Winston-Salem, 
NC 27102-2959. Or you may fax to (910) 741-7989. 


• Chain: 


• RJR Field Sales Manager: 


• Program Description & Effective Dates: 


• How many coupons were redeemed in this 
program? 


• What other benefits were you able to gain with this chain by leveraging this 
program? 


What were the reactions of retailers surrounding stores in program? 


What was participating chain's overall perspective to this program? 


« Additional Comments: 


• Attach AIM report reflecting data for entire period of program, and AIM report 
reflecting data for the same number of weeks prior to the program. 


RESULTS. DOC 3/7/96 
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1996 TRADE DIRECT MARKETING PROGRAM 


POSTCARD DEADLINES 



Identify Chain; Contact TDMG 


Postcard Postcard Postcard Postcard Postcard 
Mailing #1 Mailing #2 Mailing #3 Mailing #4 Mailing #5 


(Revised) 



Results to TDMG 


4 weeks after expiration date 


PCSTABLEtI 0/1705 
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1996 TRADE DIRECT MARKETING PROGRAM 


ROLL FOLD DEADLINES 



ROLL FOLD 
MAILING #2 

ROLL FOLD 
MAILING #3 

ROLL FOLD 
MAILING #4 

ROLL FOLD 
MAILING #5 


Identify Chain; Contact TDMG 


11/27 

1/22 

3/25 

5/27 


Chain Presentation with TDMG 

12/25 

2/19 

4/22 

6/24 


Chain’s Top Panel Art to Coyne-Beahm Agenc 


Transferred 


Results to TDMG 


RFSTABL6:10/17/95 


1/22 

3/18 

5/20 

7/22 



Color Proof to KAM for Chain Approval 

2/19 

4/15 

6/17 

8/19 


Chain Proof Approval to TDMG 

2/26 

4/22 

6/24 

8/26 


Field/Chain Program Communication 

3/25 

5/20 

7/22 

9/23 


Mail Out Date: Samples Mailed to KAM/Chain 

4/22 

6/17 

8/19 

10/21 


Upon completion of purchase order 


4 weeks after expiration date 
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SELF-SERVICE PACK OUTLETS 
Level 1 Retail Partners 


1/SELLS jc: 10/23/95 



* Retailer agrees to maintain: 

- RJR Full Price Display in Primary position. 

- RJR Savings Brand Display in a Primary Savings position. 

- Displays selected will merchandise no less than 40 pack facings of 
product. 

- Displays, fixtures, and free-standing signage to be lit as designated. 

* Retailer further agrees to: 

- Provide RJR promotional assistance as requested. 

- Display RJR Lowest brands and count as Retailer facings when 
present. Retailer facings do not count toward RJR facings. 

- Provide RJR accurate volume information. 

—. Authorize primary and other suppliers to release brand style volume 
information to RJR. 

- Provide RJR share of available signage equal to RJR Share of Market. 

- Provide RJR share of space equal to RJR Share of Market on Carton 
merchandisers, if applicable. Minimum acceptable space to be deter¬ 
mined by an RJR Representative. 

- Ensure adequate quantity of RJR brands are maintained to minimize 
out of stocks, including brands designated for display. 

- Provide RJR equal opportunity to place temporary promotional displays 
and signage, as requested. 

- Accept new RJR brand styles as requested by RJR Representative. 

* RJR reserves the right for final approval of display/advertising sizes and 

locations. 


Pay rbr Performance 

Retailer earns payment based on performance of requirements and RJR 
volume. Furthermore, participation in the Merchandising/Presence 
program enables the retailer to participate in the following RJR Volume 
building promotions. 4/ 


Level 1 Merchandising/Presence participants are limited to Level 1 of 
the Retail Accrual Program. 

Meet all requirements specified for Merchandising/Presence Level 1. 
Base Retailer Accrual Funds to be utilized for pre-set Partners 
Promotions with remainder for Retailer/RJR developed promotions. 

# of Partners Promotions and SKU's per store determined by Retail 
Accrual Level and RJR Volume respectively. 

Retailer is eligible for Base or Match option. 


Retailer is eligible to receive national workplan promotions. 
# of SKU's determined by Field input. 




Retailer is eligible to receive Price Gap and Ceiling Strategy support 
based upon retail conditions. 

Retailer will not be RJR price disadvantaged due to competitive 
actions. 4/ 


If appropriate, retailer is eligible to receive Forsyth Accrual. 
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MERCHANDISING/PRESENCE - LEVEL 1 


Volume Range 

17-26 

27-35 

3642 

4348 

49-57 

58-67 

68-78 

79-93 94-109 

110-138 

130-165 

166-199 

200-238 

239-278 279-319 

320-361 

' - 

362+ 

TYPE: PACK OUTL 

ET (Self-Service) 














Level 1 Plan 

LIA 

LIB 

L1C 

LID 

LIE 

L1F 

LIO 

L1H L1I 

UJ 

L1K 

L1L 

L1M 

LIN LIO 

LIP 

1 Tp 


1.10 

116 

127 

140 

150 

160 

170 

180 198 

220 

2S0 

280 

295 

300 310 

320 

33fl_.. 

TYPE: PK OUTLET EH (Enhancement to Level 1) 












Plan: MC 

Payment: 

: VARIABLE RATE $1 - $30 for Levels 1 & 2 requires RSM approval. Level 3 Variable Rate Enhancement requires A VP approval. 




TYPE: RA (Low Volume Accounts) 


Plan: G 


TYPE: MPTD 
Plan: MC 


Payment: $25 


Payment: Variable (4) 


RETAIL ACCRUAL ____ 


17.26 27-35 364 2 434 8 49-67 58-67 61 78 79-93 94409 110-138 136-165 165-196 200-238 239-278 278-319 320-361 3 $ 2 + 


Volume Range 17 26 27-35 364 2 4348 49-07 5847 

A TYPE: PK ACCRUA L (Retail Accrual Base Contract) 

C Level 1 Plan _ LIA LI B L1C LID Lit L1F 

C Payment 10 14 18 20 24 28 

R TYPE: PK AC MAT (Retail Accrual RJR/Retailer Match Contract) 

u Level 1 Plan _ t.1A _lib Lie lid Li fe LIP 

A Payment 1S ^ 21 27 30 36 42 

L TYPE: RATD (RDA to Retail Accrual Trade off) 

Plan: MC 

Payment: Variable (+$) 


LI J L1K 


LtM LIN 
9 € 112 


LI L1L LI M LIN 

Sfr|L 120 144 168 


L10 L IP 
185 222 
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SELF-SERVICE PACK OUTLETS 
Level 2 Retail Partners 


2/SELL .doc: 10/23/95 


Level 2 Participation 

• Retailer agrees to maintain: 


. Pay for Performance 

Retailer earns payment based on performance of requirements and RJR 

- RJR Full Price Display in Primary position. 


volume. Furthermore, participation in the Merchandising/Presence 

- RJR Full Price Display in 2nd, 3rd or 4th Self-Service, Full Price 


program enables the retailer to participate in the following RJR Volume 

position. 


building promotions. * 

- RJR Savings brand display in a Primary Savings position. 


TF.Pother Accrual 

- Displays selected will merchandise no less than 40 pack facings of 


* Meet all requirements specified for Merchandising/Presence Level 2. 

product. 


• Retailer is eligible to participate at Retail Accrual Level 1,2 or 3 Base 

- Displays, fixtures, and free-standing signage to be lit as designated. 


or Match option based upon status of EDLP. 

• Retailer further agrees to: 


* Base Retail Accrual Funds to be utilized for pre-set Partners 

- Provide RJR promotional assistance as requested. 


Promotions with remainder for Retailer/RJR developed promotions. 

- Display RJR Lowest brands and count as Retailer facings when 


• # of Partners Promotions and SKU’s per store determined by Retail 

present. Retailer facings do not count toward RJR facings. 


Accrual Level and RJR Volume respectively. 

- Provide RJR accurate volume information 


* 

— Authorize primary and other suppliers to release brand style volume 



information to RJR. 


• Retailer is eligible to receive national workplan promotions. 

- Provide RJR share of available signage equal to RJR Share of Market. 


• # of SKU’s determined by Field input. 

- Provide RJR share of space equal to RJR Share of Market on Carton 


* 

merchandisers, if applicable. Minimum acceptable space to be deter- 



mined by an RJR Representative. 


• Retailer is eligible to receive Price Gap and Ceiling Strategy support 

- Ensure adequate quantity of RJR brands are maintained to minimize 


based upon retail conditions. 

out of stocks, including brands designated for display. 


• Retailer will not be RJR price disadvantaged due to competitive 

- Provide RJR equal opportunity to place temporary promotional displays 


actions. 4* 

and signage, as requested. 



- Accept new RJR brand styles as requested by RJR Representative. 

• RJR reserves the right for final approval of display/advertising sizes and 


* If appropriate, retailer is eligible to receive Forsyth Accrual. 

locations. 


- . . 
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__ MERCHANDISING/PRESENCE - LEVEL 2 


Volume Range_ 17-26 27-35 36-42 43-48 *$*67 68-67 <8-78 79-93 94-109 110-132 139-184 166-199 200-2*6 239-278 279-319 320-361 362* 


TYPE: PACK OUTL rT (Self-Service) 

M [Level 2 Plan _ L2A L2B L2C L2D L2E L2F L2G L2H L2I L2J L2K L2L L2M L2N 12Q L2P 120 

E Payment 130 140 ISO 170 185 200 219 226 ZSO 280 295 31S 330 350 370 390 415 

R TYPE: PK OUTLET EH (Enhancement to Level 2) 

C Plan: MC Payment: VARIABLE RATE $1 - $30 for Levels 1 & 2 req uires KSM approval. Level 3 Variable Rate Enhancement requires A VP approval. 

H TYPE: RA (Low Volume Accounts) 

Plan: G Payment: $25 

TYPE: MPTP 

Plan: MC Payment: Variable (-$) 

_ RETAIL ACCRUAL 

| Volume Range 17-26 27-36 36-42 43-48 49-67 68-67 68-78 79-93 M 1 (W 110-138 139-185 166-199 200-238 239-278 279-319 320-361 362+ 

1 TYPE: PK ACCRUA I (Retail Accrual Bnir Contract) 

I Level 1 P lan 
Pa 

I Level 2 Plan 

A 

CI Level 3 Plan 


A Payment 20 _ 28 _ 

C Level 3 Plan _ L3A L3B _ 

C Payment 24 34 42 50 5 

R [TYPE: PK AC MAT (Retail Accrual RJR/Retaller Match Contract) 
UI Level 1 Plan LlA LIB L1C Lin LIE 

A I - 

L Level 2 Plan 1.2A L2B L2C 


30 42 6 


Level 3 Plan 


Payment 36 61 63 75 87 102 


TYPE: RATD (RDA to Retail Accrual Trade-OTT) 
Plan: MC 



162 BJS 193 



Payment Variable (+$) 


r~ 
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SELF-SERVICE PACK OUTLETS 
Level 3 Retail Partners 


3/SELl ,doc:10/23/9S 


Level 3 Participation 

Retailer agrees to maintain: 


- RJR Full Price Display in Primary position. 

- RJR Full Price Display in 2nd, 3rd or 4th Self-Service Full Price 
position. 

- RJR Savings brand display in a Primary Savings position. 

- Displays selected will merchandise no less than 40 pack facings of 
product. 

- Displays, fixtures, and free-standing signage to be lit as designated. 

- RJR share of facings/signage to be substantially greater than RJR 
Share of Market. 

- Retailer voluntarily elects to participate in permanent cigarette display 
and advertising agreements with no more than two cigarette 
manufacturers. 

• Retailer further agrees to: 

- Provide RJR promotional assistance as requested. 

- Display RJR Lowest brands and count as Retailer facings when present. 
Retailer facings do not count toward RJR facings. 

- Provide RJR accurate volume information 

— Authorize primary and other suppliers to release brand style volume 
information to RJR. 

- Provide RJR share of space equal to RJR Share of Market on Carton 
merchandisers, if applicable. Minimum acceptable space to be deter¬ 
mined by an RJR Representative. 

- Ensure adequate quantity of RJR brands are maintained to minimize 
out of stocks, including brands designated for display. 

- Provide RJR equal opportunity to place temporary promotional displays 
and signage, as requested. 

- Accept new RJR brand styles as requested by RJR Representative. 

• RJR reserves the right for final approval of dispiay/advertising sizes and locations, 


Pay for Peifomiiance 


Retailer earns payment based on performance ot requirements and RJR volume. 
Furthermore, participation in the Merchandising/Presence program enables the 
retailer to participate in the following RJR Volume building promotions. 




Meet all requirements specified lor Merchandising/Presence Level 3. 

Retailer Is eligible to participate at Retail Accrual Level 1, 2 or 3 Base or Match 
option based upon status of EDLP. 

Base Retail Accrual Funds to be utilized for pre-set Partners Promotions with 
remainder for Retailer/RJR developed promotions. 

# of Partners Promotions and SKU's per store determined by Retail 
Accrual Level and RJR Volume respectively. 


/ mmmmmwmm pTsmwws 

Retailer is eligible to receive national workplan promotions. 
# of SKU's determined by Field input. 




ort 




* Retailer is eligible to receive Price Gap and Ceiling Strategy support based 
upon retail conditions. 

• Retailer will not be RJR price disadvantaged due to competitive actions. 








if appropriate, retailer is eligible to receive Forsyth Accfuai. 
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MERCHANDISING/PRESENCE - LEVEL 3 



Volume Range 

17-26 

27-35 

36-42 

+3-48 

49-87 

88-67 

6B-78 

79-93 

9+-109 

110-138 

1S9-1+5 

188-199 200-238 

239-278 

279-319 

320-361 

382J- 

TYPE: PACK OUTLET (Self-Service) 















Level 3 Plan 

UA 

L3B 

L3C 

L3D 

L3E 

L3F 

L3G 

L3H 

L3I 

L3J 

1 3K 

I.3L UM 

L3N 

130 

L3P 

L3Q 

Payment 

160 . 1 

170 

180 

210 

225 

240 

266 

275 

300 

340 

355 

375 400 

420 

440 

460 

+90 


TYPE: PK OUTLET EH (Enhancement to Level 2) 

Plan: MC Payment: VARIABLE RATE $1 - $30 for Levels 1 & 2 requires RSM approval. Level 3 Variable Rate Enhancement requires AVP approval. 


TYPE: RA (Low Volume Accounts) 
Plan: G Pa 


TYPE: MPTD 

Plan: MC Payment: Variable (-$) _ _ 


RETAIL ACCRUAL 


Volume Range 17-2$ 27-35 35-42 43-48 48-57 58-67 68-7H 79-93 94 103 110-138 139-165 156-199 200-239 239-278 279-319 320-361 362<- 


TYPE: PK ACCRUAL (Retail Accrual Base Contract) 


Level 1 Plan 


2 


Level 2 Plan 




Level 2 Plan 
Pa 


L2B 

L2C 

L2D 

L2E 

L2F 

UG 

L2H 

L2I 

L2J 

L2X 

L2L 

L2M 

UN 

L20 

UP 

LIQ j 

42 

51 

60 

69 

81 

96 

111 

132 

162 

196 

237 

235 

339 

3S0 

444 

+fifl 


Level 3 Plan 

L3A 

L3B 

L3C 

L3D 

L3E 

L3F 

L3G 

L3H 

L31 

L3J 

L3K 

L3L 

■ - 11 . 441 

L3M 

L3N 

L30 

UP 

L3Q 

Payment 

36 

51 

63 

75 

87 

102 

120 

141 

165 

201 


297 

357 

423 

+0S 

555 

. 6*1 


TYPE: RATD (RDA to Retail Accrual Trade-Off) 
Plan: MC 

Payment: Variable {+%) 

17^08 6S8IS 
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NON-SELF-SERVICE PACK OUTLETS 
Level 1 Retail Partners 


1/SELLNS^ Joe: 10/23/95 



Level 1 Participation 

Retailer agrees to maintain: 

- RJR Full Price Display in Primary Non-Self-Service position. 

- RJR Savings Brand Display in a Primary Savings Brand position. 

- Displays selected will merchandise no less than 40 pack facings of 
product. 

- Displays, fixtures, and free-standing signage to be lit as designated. 

Retailer further agrees to: 

- Provide RJR promotional assistance as requested. 

- Display RJR Lowest brands and count as Retailer facings when 
present. Retailer facings do not count toward RJR facings. 

- Provide RJR accurate volume information 

- Authorize primary and other suppliers to release brand style volume 
information to RJR. 

- Provide RJR share of available signage equal to RJR Share of Market. 

- Provide RJR share of space equal to RJR Share of Market on Carton 
merchandisers, if applicable. Minimum acceptable space to be deter¬ 
mined by an RJR Representative. 

- Ensure adequate quantity of RJR brands are maintained to minimize 
out of stocks, including brands designated for display. 

- Provide RJR equal opportunity to place temporary promotional displays 
and signage, as requested. 

- Accept new RJR brand styles as requested by RJR Representative. 

RJR reserves the right for final approval of display/advertising sizes and 

locations. 


Pfty for Performance 

■•S': . 

Retailer earns payment based on performance of requirements and RJR 
volume. Furthermore, participation in the Merchandising/Presence 
program enables the retailer to participate in the following RJR Volume 
building promotions. ^ 




r At¥ffuat 


• Level 1 Merchandising/Presence participants are limited to Level t of 
the Retail Accrual Program. 

• Meet all requirements specified for Merchandising/Presence Level 1. 
Base Retailer Accrual Funds to be utilized for pre-set Partners 
Promotions with remainder for Retailer/RJR developed promotions. 

• # of Partners Promotions and SKU's per store determined by Retail 
Accrual Level and RJR Volume respectively. 

• Retailer is eligible for Base or Match option. 


wWm 


• Retailer is eligible to receive national workplan promotions. 

• # of SKU’s determined by Field input. 

* 

^rice Support 

• Retailer is eligible to receive Price Gap and Gelling Strategy support 
based upon retail conditions. 

• Retailer will not be RJR price disadvantaged due to competitive 
actions. 

• If appropriate, retailer is eligible to receive Forsyth Accrual. 


Sfr08 6S8TS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
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MERCHANDISING/PRESENCE - LEVEL 1 



RETAIL ACCRUAL 


Volume Range 

17-26 

27-35 

36-42 

43-48 

49-67 

58-67 

63-78 

79-93 

94-109 

110-138 

139-166 

166-199 

200-238 

239-278 

279-319 

320-361 

362+ 

TYPE: PK ACCRUAL 

(Retail Accrual Base Contract) 














Level 1 Plan 

L1A 

LIB 

L1C 

LID 

LIE 

L1F 

L1G 

L1H 

L1I 

LI J 

L1K 

L1L 

L1M 

LIN 

LI O 

LIP 

L1Q 

Payment 

10 

14 

18 

20 

24 x-::- 

28 

32 

38 

44 

54 

S6 

80 

96 

112 

130 

148 

166 


C TYPE: PK AC MAT (Retail Accrual RJR/Retaller Match Contract! 


R 

Level 1 Plan 

LI A 

LIB 

Lie 

LID 

■: lie 

L1F 

L1G 

L1H 

L1I 

LI J 

L1K 

L1L 

L1M 

U 

Payment 

15 

21 

27 N 

30 

39 

42 

48 

57 

66 

81 

99 

120 

144 


168 


A TYPE: RATD (RDA to Retail Accrual Trade-Off) 


Plan: MC 

Payment: Variable (+$) 


9^08 6S8TS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 




































NON-SELF-SERVICE PACK OUTLETS 
Level 2 Retail Partners 


2/SELLNS. .Joc:10/23/95 


Level 2 Participation 

• Ketaiier agrees to maintain: 

- RJR Full Price Display in Primary Non-Self-Service position. 

- RJR Full Price Display in Primary Selling area Non-Self-Service. 

- RJR Savings brand Pack display(s) in a Primary Savings brand 
position. 

- Displays selected will merchandise no less than 40 pack facings. 

- Display, fixtures, and free-standing signage to be lit as designated. 

• Retailer further agrees to: 

- Provide RJR promotional assistance as requested. 

- Display RJR Lowest brands and count as Retailer facings when 
present. Retailer facings do not count toward RJR facings. 

- Provide RJR accurate volume information 

- Authorize primary and other suppliers to release brand style volume 
information to RJR. 

- Provide RJR share of available signage equal to RJR Share of Market. 

- Provide RJR share of space equal to RJR Share of Market on Carton 
merchandisers, if applicable. Minimum acceptable space to be deter¬ 
mined by an RJR Representative. 

- Ensure adequate quantity of RJR brands are maintained to minimize 
out of stocks, including brands designated for display. 

- Provide RJR equal opportunity to place temporary promotional displays 
and signage, as requested. 

- Accept new RJR brand styles as requested by RJR Representative. 

- RJR reserves the right for final approval of display/advertising sizes and 

locations. 



V. Pay for Performance 

. *.... ...».. 

Retailer earns payment based on performance of requirements and RJR 
volume. Furthermore, participation in the Merchandising/Presence 
program enables the retailer to participate in the following RJR Volume 
building promotions. 4/ 


• Meet all requirements specified for Merchandising/Presence Level 2. 

• Retailer is eligible to participate at Retail Accrual Level 1, 2 or 3 Base 
or Match option based upon status of EDLP. 

• Base Retail Accrual Funds to be utilized for pre-set Partners 
Promotions with remainder for Retailer/RJR developed promotions. 

• # of Partners Promotions and SKU’s per store determined by Retail 
Accrual Level and RJR Volume respectively. 


Retailer is eligible to receive national workplan promotions. 
# of SKU's determined by Field input. 

* 


Retailer is eligible to receive Price Gap and Ceiling Strategy support 
based upon retail conditions. 

Retailer wilt not be RJR price disadvantaged due to competitive 
actions. 4* 


....... v 








If appropriate, retailer is eligible to receive Forsyth Accrual. 


L\?<d2 6S8IS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
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MERCHANDISING/PRESENCE - LEVEL 2 



Volume Range 

17-26 

27-35 35-42 

43-48 

49-67 

58-67 

68-78 

79-93 

94-109 

110-138 

139-155 

166-199 

200-238 

239-278 

279-319 

320-361 

352* 

TYPE: PACK OUTLET tVon-Self-Servrce) 















Level 2 Plan 

NSL2A 

NSL2B NSL2C 

NSL2D 

NSL2E 

NSL2F 

NSL2G 

NSL2H 

NSL21 

NSL2J 

NAL2K 

NSU2L 

NSL2M 

NSL2N 

NSL.20 

NSL2P 

fVSUQ 


€0 

70 60 

90 

100 

116 

126 

135 

155 

170 

195 

220 

260 

280 

290 

310 

330 


TYPE: PK OUTLET EH (Enhancement to Level 2) 

Plan: MC Payment: VARIABLE RATE $1 - $30 for Levels 1 & 2 requires RSM approval. Level 3 Variable Rate Enhancement requires AVP approval. 


TYPE: RA (Low Volume Accounts) 
Plan: G Payment: $25 



TYPE: MPTD 

Plan: MC Payment: Variable (4) 


RETAIL ACCRUAL 


Volume Range 17.26 27-35 35-42 43-48 48-67 58-67 CB 78 78-93 94-109 110-138 139-155 166-199 290-238 239-278 279 319 320-361 382* 




TYPE: PK AC MAT (Retail Accrual RJR/Retaiter Match Contract) 
Level 1 Plan _ LiA lib L1C LID ; MF 

Pa 


Level 2 Plan l_2A L2B L2C L2D 


LIB 

L1C 

LID 

1 IT 

L1F 

11G 

L1H 

(.11 

I L1J 

LlK 

L1L 

LI M 

LIN 

LIO > 

LIP 

L1Q 

21 

i£.mM 

30 

35 

42 

48 

57 

66 

81 

99 

120 

144 

168 

195 

222 

249 



Level 3 Plan _ L3A L3B L3C 

Payment 36 _ 61 63_ 

TYPE: RATD (RDA to Retail Accrual Trade-OTT) 
Plan: MC 


L3B 

L3C 

L3D 

l L3E 

L3F 

L3G 

L3H 

L3I 

L3J 

L3K 

L3L 

L3M 

L3N 

L30 

L3P 

L3Q 

61 

63 

76 

l 87 

102 

121) 

141 

160 

201 

243 ...... 

297 

357 

423 

486 

565 

«24 


Payment: Variable (+3) 


8^08 6S8IS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 







































































































NON-SELF-SERVICE PACK OUTLETS 
Level 3 Retail Partners 


3/SELLNc Joe: 10/23/95 


Level 3 Participation 

Retailer agrees to maintain: 

- RJR Full Price Display in Primary Nan-Self-Servce position. 

- RJR Full Price Display in Primary selling area Non-Self-Service. 

- RJR Savings brand display(s) In a Primary Savings brand position. 

- Displays selected will merchandise no less than 40 pack facings. 

- Displays, fixtures, and free-standing signage to be lit as designated. 

- RJR share of facings/signage to be substantially greater than RJR 
Share of Market. 

- Retailer voluntarily elects to participate in permanent cigarette display 
and advertising agreements with no more than two cigarette 
manufacturers. 

Retailer further agrees to: 

- Provide RJR promotional assistance, as requested. 

- Display RJR Lowest brands and count as Retailer facings when present. 
Retailer facings do not count toward RJR facings. 

- Provide RJR accurate volume information 

— Authorize primary and other suppliers to release brand style volume 
information to RJR. 

- Provide RJR share of space equal to RJR Share of Market on Carton 
merchandisers, if applicable. Minimum acceptable space to be determined 
by an RJR Representative. 

- Ensure adequate quantity of RJR brands are maintained to minimize 
out of stocks, including brands designated for display. 

- Provide RJR equal opportunity to place temporary promotional displays 
and signage, as requested. 

- Accept new RJR brand styles as requested by RJR Representative. 

RJR reserves the right for final approval of display/advertising sizes and locations. 


—_ -: __1—1 m p iixrw:— unw — MBWCB l it ifCgt* .. . h » i w . ^ . »p, lt .. 

... 5 Pa^for Performance j 

Retailer earns payment based on performance ol requirements and RJR volume. 

Furthermore, participation in the Merchandising/Presence program enables the 
retailer to participate in the following RJR Volume building promotions. 

* 

Accrual 

• Meet all requirements specified for Merchandismg/Presence Level 3. 

• Retailer is eligible to participate at Retail Accrual Level 1, 2 or 3 Base or Match 
option based upon status of EDLP. 

• Base Retail Accrual Funds to be utilized for pre-set Partners Promotions with 
remainder for Retaller/RJR developed promotions. 

« # of Partners Promotions and SKU’s per store determined by Retail 
Accrual Level and RJR Volume respectively. 

* 

] PromotioP .*** “ 


Retailer is eligible to recetve national workplan promotions. 
# of SKU's determined by Field input. 


£ 

& 2&K 


Sujpport ? 

• Retailer is eligible to receive Price Gap and Ceiling Strategy support based 
upon retail conditions. 

• Retailer will not be RJR price disadvantaged due to competitive actions. 


I mpsw 
*KSKM 


If appropriate, retailer Is eligible to receive Forsyth Acciual. 


6fr09 6S8TS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 















3rt 1/13 R-NSSMP its KWWW 

MERCHANDISING/PRESENCE - LEVEL 3 


Volume Range 17-26 27-35 36-42 43-48 49-57 58-67 68-78 79-93 94-109 110-138 139-164 188-199 200-238 239-278 278-319 320-361 36Z*_ 


(Non-Self-Service} 

M I Level 3 Plan _NSL3A NSL3B NSL3C N SL3D NSL3E NSL3F NSL3G NSL3H NSL3I NSL1J NSL3K N9L3L NSL3M NSL3N NSlID NSL3P MUQ 

E Payment 90 100 110 130 145 155 176 185 205 230 265 780 320 350 360 380 395 

R TYPE: PK OUTLET EH (Enhancement to Level 2) 

C Plan: MC _ Payment: VARIABLE RATE $1 - $30 for Levels 1 & 2 requires RSM approval. Level 3 Variable Ra te Enhancement requires AVP approval. _ _ 

H TYPE: RA (Low Volume Accounts) 

Plan: G Payment: 525 _ 

TYPE: MPTD 

Plan: MC _ Payment: Variable (-$) __ 

RETAIL ACCRUAL 



Volume Range 17-28 27-35 36-42 43-48 49 -57 58-67 68-78 78-83 94-109 110-138 139-166 166-199 


TYPE: PK ACCRUAL (Retail Accrual Base Contract) 


Level 1 Plan 


nt 10 14 18 20 


200-238 239-278 279-119 320-361 3C2* 


IE 

L1F 

L1G L 

4 

28 

32 ; 


A 

C I Level 3 Plan 


R TYPE: PK AC MAT (Retail Accrual RJR/Retaller Match Contract) 

U Level 1 Plan L1A LIB L1 C LID LIE 

A Paymen^^i 15 : 21 2 

L Level 2 Plan L2A . L2B L2C 


2 5 


Level 3 Plan 


Pa 


TYPE: RATD (RDA to Retail Accrual Trade-Off) 
Plan: MC 

Payment: Variable (+$)_ 



13j mmmm lsl 

168 ass 198 


L3A 

L3B L2C L3U L3E L3P L3G L3H L3I 

L3J 

L3K 


L2K»: L2L 


23 


0S08 6S8TS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwn0000 






























































































1 /SELLSSC.doc: 10/25/95 

SELF-SERVICE CARTON OUTLETS 
Level 1 Retail Partners 


Level 1 Participation 


Pay for Performance 

Qualifying Retailers with RJR SOM < 24%. 


Retailer earns payment based on performance ol requirements and RJR 

• Retailer agrees to maintain: 


volume. Furthermore, participation in the Merchandising/Presence 

- RJR Cartons in a contiguous manner in the secondary position of the 


program enables the Retailer to participate in the following RJR volume 

Competitive or Retailer supplied Self-Service Carton fixture. 


building programs. 

- Space equal to RJR Share of Market, but no less than 25%. 


RfUiler Accrual 

- Self-Service RJR package merchandiser featuring exclusive RJR 


• Meet all requirements specified for Merchandisuig/Piesence Level 1. 

advertising and promotional display area. Primary space to equal 


• Retailer is eligible to participate at Retail Accrual Level 1 (Base or 

Share of Market (no less than 25%). 


Match option). 

OR 


• All Accrual Funds (Base/Match) to be utilized toward RJR/Retailer 

- RJR Pack facings space equal to Share of Market (no less than 25%) 


delivered promotions, as approved by RJR. 

on Self-Service Competitive Pack fixture. 


* Rate of Accrual determined by RJR volume. 

- If a Competitive Pack fixture is used. RJR must have the ability to 


* 

promote utilizing a promotional display vehicle approved by RJR. 



• Retailer further agrees to: 


• Retailer is eligible to receive national workplan promotions. 

- Provide promotional assistance as requested by RJR. 


* # of SKU's determined by Field input. 

- Provide RJR accurate volume information — authorize primary and 


* 

other suppliers to release brand style volume information to RJR. 


i. mssmmm * tmesut> P m " w .*. 

- Ensure RJR brands are represented in all price tiers, as required. 


- Retailer is eligible to receive Pnce Gap and Ceiling Strategy support | 

- Ensure adequate quantity of RJR brands are maintained to minimize 


based upon retail conditions. 

out of stocks, including brands designated for display. 


• Retailer will not be RJR price disadvantaged due to competitive actions. 

- Accept new RJR brand styles as requested by RJR Representative. 


* 

• RJR reserves the right for final approval of display/advertising sizes and 


]|ni||ll||p&rsyfh Accrual '■ j 

locations. 


if appropriate, Retailer is eligible to receive Forsyth Accrual. 1 


X508 6S8IS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
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MERCHANDISING/PRESENCE - LEVEL 1 



Volume Range 

70-89 

90-111 

112-140 

141-177 

178-221 

1 222-279 

280+ 

M 

TYPE: CTN OUTLET 

(Self-Service - RJR Secondary Position) 




E 

Level 1 Plan 

1: LI A 

LIB 

L1C 

LID 

LIE 

L1F 

L1G 

R 

Payment 

83 

96 

120 

151 

181 

228 

259 

C 

TYPE: CTOUTLTEH 

(Enhancement to Level 1) 





H 

Plan: MC 

1 -300 








TYPE: MPTD 









Plan: MC 

Payment: 

Variable (-$) 






RETAIL ACCRUAL 


A 

Volume Range 


j 70-89 

90-111 

112-140 

141-177 

;'i!Mi 

222-279 

280+ 

TYPE: CTN ACCRUAL 

Level 1 Plan 

: (Retail Accrual Base Contract) 

LI A LIB Lie 

LID 

LIE- 

L1F 

L1G 

C 

Payment 


36 

44 

56 

70 

86 

108 

136 

C 

TYPE: CTN AC MAT 

(Retail Accrual RJR/Retailer Match Contract) 

s 



R 

Level 1 Plan 


LI A 

LIB 

L1C 

LID 

lieI 

L1F 

L1G 

U 

Payment 


54 

66 

84 

105 

129 

162 

204 

A 

TYPE: RATD 

(RDA to Retail Accrual Tradeoff) 





L 

Plan: MC 










Payment: Variable (+$) 








ZS08 6S8IS 

Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
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2/SELL{jo0.doc:10/2&"95 

SELF-SERVICE CARTON OUTLETS 
Level 2 Retail Partners 


■= ■ ■ .-.1—■ II. ■ ■ _ . . . . == 

Level 2 Participation 


Pay for Performance 

* Retailer agrees to maintain: 


Retailer earns payment based on performance ot requirements and RuR 

- RJR Self-Service Package Merchandisers). 


volume. Furthermore, participation in the Merchandising/Presence 

- RJR (or approved) Self-Service Carton Merchandiser. 


program enables the Retailer to participate in the following RJR volume 

- Space for RJR brands will be equal to RJR Share of Market. Minimum 


building programs. 

space determined by RJR. 


Retailer Accrual 

- Carton merchandiser must have designated sections for Full Price and 


• Meet all requirements specified for MerchanQising/Presence Level 2. 

Savings brands. 


• Retailer is eligible to participate at Retail Accrual Level 1, 2 or 3 (Base 

- RJR advertising to be placed over RJR brands. 


or Match option) based upon status of EDLP. 

- Displays, fixtures and free-standing signage to be fit as designated by 


• API Accrual Funds (Base/Match) to be utilized toward RJR/Retai!er 

RJR. 


delivered promotions, as approved by RJR. 

• Retailer further agrees to: 


* Rate of Accrual determined by RJR volume. 

- Provide promotional assistance as requested by RJR. 


* 

- Provide RJR accurate volume information — authorize primary and 


"W" •“ Woriptan Promotions 

other suppliers to release brand style volume information to RJR. 


• Retailer is eligible to receive national workplan promotions. 

- Provide RJR share of signage equal to RJR Share of Market. 


• # of SKU’s determined by Field input. 

- Ensure RJR brands are represented in all price tiers, as required. 


* 

- Ensure adequate quantity of RJR brands are maintained to minimize 


f! Price Support 

out of stocks, Including brands designated for display. 


v v>>X* "j»w 

• Retailer is eligible to receive Pnce Gap and Ceiling Strategy support 

- Accept new RJR brand styles as requested by RJR Representative. 


based upon retail conditions. 

- Provide RJR opportunity to display, promote or distribute RJR brands 


• Retailer will not be RJR price disadvantaged due to competitive actions. 

equal to all competing tobacco companies. 


* 

• RJR reserves the right for final approval of display/advertising sizes and 


Forsyth Accrual 

locations. 


If appropriate. Retailer is eligible to receive Forsyth Accrual. 


eS08 6S8IS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
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2/s4/GR-SSMPjds:10/25/95 


MERCHANDISING/PRESENCE - LEVEL 2 



Volume Range 

70-59 90-111 112-140 

141-177 

178-221 

222-279 

280+ 

M 

TYPE: CTN OUTLET 

(Self-Service) 





E 

Level 2 Plan 

L2A L2B L2C 

L2D 

L2E 

L2F 

L1G 

R 

Payment 

213 270 338 

427 

536 

672 

846 

C 

TYPE: CTOUTLTEH 

(Enhancement to Level 2) 





H 

Plan: MC 

1-300 






TYPE: MPTD 







Plan: MC 

Payment: Variable (-$) 






RETAIL ACCRUAL 


Volume Range 

70-89 

90-111 

112-140 

141-177 

; 178-221 

222-279 

230+ 

TYPE: CTN ACCRUAL 

(Retail Accrual Base 

Contract’ 


Ifc 4 



Level 1 Plan 

LI A 

LIB 

L1C 

LID 

L L1B|, % .,,„, 

L1F 

L1G 

Payment 

36 

44 

56 

70 

86 

108 

136 

Level 2 Plan 

L2A 

L2B 

L2C 

L2D 

: L2^^ 

L2F 

L2G 

Payment 

70 

88 

110 

138 

t® 174 

218 

272 

Level 3 Plan 

L3A 

L3B 

L3C 

L3D 

L3E| 

L3F 

L3G 

Payment 

88 : : 

110 

136 

172 


272 

338 

TYPE: CTN AC MAT 

(Retail Accrual RJR/Retailer Msltch Contract) 



Level 1 Plan 

LI A 

LIB 

L1C 

LID 

tm LIES? 

L1F 

L1G 

Payment 

54 

66 

84 

105 


162 

204 

Level 2 Plan 

L2A 

L2B 

L2C 

L2D 

5 L2E 

L2F 

L2G 

Payment 

105 

132 

165 

207 

8 26% 

. .a*.. 

327 

408 

Level 3 Plan 

L3A a 

L3B 

L3C 

L3D 

L3E <*>»*. 

L3F 

L3G 

Payment 

132:/ 

165 

204 

258 

~..m.„= 

408 

507 

ITYPE: RATD (RDA to Retail Accrual Trade-Off) 





| Plan: MC 








| Payment: Variable (+$) 








frS09 6S8IS 



Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
































NON-SELF-SERVICE CARTON OUTLETS 
Level 1 Retail Partners 


1 /SELLNSSCdoc:10/25/95 


| Level 1 Participation 


Pay for Performance 

| Qualifying Retailers witn RJR SOM < 24%. 


Retailer earns payment based on performance of requirements and RJR 

* Retailer agrees to maintain: 

- RJR Cartons in a contiguous manner in the secondary position of the 


volume. Furthermore, participation in the Merchandising/Presence 

program enables the Retailer to participate in the following RJR volume 

Competitive or Retailer supplied Non-Self-Service Carton fixture. 


building programs. 4^ 

- Space equal to RJR Share of Market, but no less than 25%. 


Retailer Accrual 

- Self-Service RJR package merchandiser featuring exclusive RJR 


« Meet all requirements specified for Merchandisiny/Presence Level 2. 

advertising and promotional display area. Primary space to equal 


• Retailer is eligible to participate at Retail Accrual Level 1, 2 or 3 (Base 

Share of Market (no less than 25%). 


or Match option) based upon status of EDLP. 1 

OR 


• Alt Accrual Funds (Base/Match) to be utilized toward RJR/Retailer 

- RJR Pack facings space equal to Share of Market (no less than 25%) 


delivered promotions, as approved by RJR. 

on Self-Service Competitive Pack fixture. 


• Rate of Accrual determined by RJR volume. 

- If a Competitive Pack fixture is used, RJR must have the ability to 


4/ 

promote utilizing a promotional display vehicle approved by RJR. 


PromdliBirts 

E.. 

• Retailer further agrees to: 


• Retailer is eligible to receive national workpian promotions. 

-. Provide promotional assistance as requested by RJR. 


• # of SKU’s determined by Field input. 

- Provide RJR accurate volume information — authorize primary and 


* 

other suppliers to release brand style volume information to RJR. 


Price Support 

- Ensure RJR brands are represented in all price tiers, as required. 


- Retailer is eligible to receive Price Gap and Ceiling Strategy support 1 

- Ensure adequate quantity of RJR brands are maintained to minimize 


based upon retail conditions. 1 

out of stocks, including brands designated for display. 


• Retailer will not be RJR price disadvantaged due to competitive actions. J 

- Accept new RJR brand styles as requested by RJR Representative. 


4/ 

* RJR reserves the right for final approval of display/advertising sizes and 


" T : “T^yth Accrtrtil."■. 

locations. 

=-:--■«■■■- ■ - ' ==ng 


,V/M* 

it appropriate. Retailer is eligible to receive Forsyth Accrual. 


SS08 6S8IS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 











1 te4/GR-NSSMP Jds: 1 tV2»96 


{Volume Range 


MERCHANDISING/PRESENCE - LEVEL 1 _ 

70-89 90-111 112-140 141-177 178-221 222-279 


280+ 


M TYPE: CTN OUTLET {Non-Self-Service - RJR Secondary Position) 


E Level 1 Plan 
R Payment 


NSL1A NSL1B NSL1C NSL1D NSL1E NSL1F NSL1G 


C TYPE: CT OUTLT EH (Enhancement to Level 1) 
H Plan: MC 1-300 


Plan: MC 
TYPE: MPTD 
Plan: MC 


[Volume Range 


1-300 

Payment: Variable (-$) _ 

RETAIL ACCRUAL 


70-89 


TYPE: CTN ACCRUAL (Retail Accrual Base Contract) 

A Level 1 Plan _ LI A _ LIB L1C 

C Payment 3S 44 56 


C TYPE: CTN AC MAT (Retail Accmal RJR/Retaik?r Match Contract) 
R Level! Plan LI A LIB L1C LID 


Payment 


A TYPE: RATD (RDA to Retail Accrual Trade-Off) 
L Plan: MC 

Payment: Variable (+$)_ 


90-111 112-140 141-177 1*1:78-221 222-279 


9508 65815 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwn0000 























NON-SELF-SERVICE CARTON OUTLETS 
Level 2 Retail Partners 


2/SELLNs©C.doc:10/25/95 


Level 2 Participation 

• Retailer agrees to maintain: 

- RJR Self-Service Package Merchandisers). 

- RJR (or approved) Carton Merchandiser, including applicable canopy 
signage. 

- Space for Non-Self-Service cartons equal to RJR Share of Market. 
Separate Full Price and Savings sections required. 

- Minimum space determined by RJR. 

- RJR advertising to be placed over RJR brands. 

- Displays, fixtures and free-standing signage to be lit as designated by 
RJR. 

• Retailer further agrees to: 

- Provide promotional assistance as requested by RJR. 

- Provide RJR accurate volume information - authorize primary and 
other suppliers to release brand style volume information to RJR. 

- Provide RJR share of signage equal to RJR Share of Market. 

- Ensure RJR brands are represented in all price tiers, as required. 

- Ensure adequate quantity of RJR brands are maintained to minimize 
out of stocks, including brands designated for display. 

- Accept new RJR brand styles as requested by RJR Representative. 

- Provide RJR opportunity to display, promote or distribute RJR brands 
equal to all competing tobacco companies. 

• RJR reserves the right for final approval of display/advertising sizes and 

locations. 


Pay for Performance 

Retailer earns payment based on performance of requirements and RuR 
volume. Furthermore, participation in the Merchandising/Presence 
program enables the Retailer to participate in the following RJR volume 
building programs. ^ 

Retailer Accrual 

■ Meet all requirements specified for Merchandising/Presence Level 2. 

• Retailer is eligible to participate at Retail Accrual Level 1, 2 or 3 (Base 
or Match option) based upon status of EDLP. 

• All Accrual Funds (Base/Match) to be utilized toward RJR/Retailer 
delivered promotions, as approved by RJR. 

• Rate of Accrual determined by RJR volume. 

* 

XK www .......... y 

“ Workplan Promotions 

• Retailer is eligible to receive naLional woikplan promotions. 

- # of SKU’s dete mined by Field input. 

* 

^Price Support 

• Retailer is eligible to receive Price Gap and Ceiling Strategy support 
based upon retail conditions. 

• Retailer will not be RJR price disadvantaged due to competitive actions. 

* 

«•»»; !« w. 

rbrsyth Accrual 

If appropriate, Retailer is eligible to receive Forsyth Accrual. 


£508 6S8T5 

Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
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MERCHANDISING/PRESENCE - LEVEL 2 



Volume Range 

70-39 

90-111 

112-140 

141-177 

178-221 

222-279 

280+ 


TYPE: CTN OUTLET (Non-Self-Service) 






M 

Level 2 Plan 

NSL2A 

NSL2B 

NSL2C 

NSL2D 

NSL2E 

NSL2F 

NSL2G 

E 

Payment 

179 

226 

284 

358 

449 

564 

709 

R 

TYPE: CT OUTLT EH (Enhancement to Level 2) 





C 

Plan: MC 

1-300 







H 

TYPE: MPTD 









Plan: MC 

Payment: Variable (-$) 








RETAIL ACCRUAL 





Volume Range 

70-89 

90-111 

112-140 ; 

141-177 

178-221 

222-279 

280+ 


TYPE: CTN ACCRUAL (Retail Accrual Base Contract) 






Level 1 Plan 

LI A 

LIB 

Lie i 

LID 

LIE 

L1F 

Lie 


Payment 

36 

44 

56 r 

70 

86 

108 

136 


Level 2 Plan 

L2A 

L2B 

L2C | 

L2D 

L2E 

L2F 

L2G I 


Payment 

70 

88 

110 | 

138 

* 174 * 

218 

272 

A 

Level 3 Plan 

L3A 

L3B 

L3C ! 

L3D 

* L3E h 

L3F 

1.3G 

C 

Payment 

88 

110 

136 j 

172 

...... 216,, 

272 

338 

C 

TYPE: CTN AC MAT (Retail Accrual RJR/Retailer Match Contract); iU 



R 

Level 1 Plan 

Li A 

LIB 

Lie i 

LID 

f LTE'^- 

L1F 

L1G 

U 

Payment 

54 

66 

84 

105 

. ^ 

162 

204 

A 

Level 2 Plan 

L2A 

L2B 

' L2i T 

L2D 

:»JL2E 

L2F 

L2G 

L 

Payment 

105 

132 

165 i 

207 

**..... 261 s*J 

327 

408 


Level 3 Plan 

L3A 

L3B 

L3C 

L3D 

L3E 

L3F 

L3G 


Payment 

132 

165 

204 { 

258 

324 

408 

,507 


TYPE: RATD (RDA to Retail Accrual Trade-Off) 


Plan: MC 

Payment: Variable (+$) 


8S08 6S8I 
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Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
































CIGARETTE OUTLETS (DRIVE-THRU LOCATIONS) 
Level 1 Retail Partners 


1/SELU,O.doc:10/2S/95 


Level 1 Participation 

• Retailer agrees to maintain: 

- Specified high impact exterior signage as determined by RJR 
Representative. 

- Specifications to include type of signage, placement and term of 
placement. 

• Retailer further agrees to: 

- Provide RJR accurate volume information — authorize primary and 
other suppliers to release brand style volume information to RJR. 

- Ensure adequate quantity of RJR brands are maintained to minimize 
out of stocks, including brands designated for display. 

- Accept new RJR brand styles as requested by RJR Representative. 

- Any changes in agreed location of signage component^) without RJR 
Representative’s approval will result in termination of this agreement. 

- Provide RJR opportunity to display, promote or distribute RJR brands 
equal to all competing tobacco companies. 

• RJR reserves the right for final approval of disptay/advertising sizes and 

locations. 




■ ■II ■ II IIII^MMIIB I I ... . 

Pay for Performance 

Retailer earns payment based on performance ot requirements and KJR 
volume. Furthermore, participation in the Merchandising/Presence 
program enables the Retailer to participate in the following RJR volume 
building programs. ^ 

F$$&rfer Accrual 

• Meet all requirements specified for Merchandising/Presence Level 2. 

• Retailer is eligible to participate at Retail Accmal Level 1,2 or 3 (Base 
or Match option) based upon status of EDLP. 

• All Accrual Funds (Base/Match) to be utilized toward RJR/Retailer 
delivered promotions, as approved by RJR. 

• Rate of Accrual determined by RJR volume. 

+ 

“ * j... Worjkpan Promotions 

- Retailer is eligible to receive national workplan promotions. 

• # of SKU’s determined by Field input. 

* 


pme Support 

• Retailer is eligible to receive Price Gap and Ceiling Strategy support 
based upon retail conditions. 

• Retailer will not be RJR price disadvantaged due to competitive actions. 

* 

Forsyth Accrual 

...... f * 

If appropriate, Retailer is eligible to receive Forsyth Accrual. 


6S08 6S8IS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 
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MERCHANDISING PRESENCE - LEVEL 1 



Volume Range 

141-177 

178-221 222-279 

280-345 

346-432 

433-540 

541-678 

679-645 

846-1056 

1057+ 

M 

TYPE: CIG OUTLETS 

(Self-Service) 








E 

Level 1 Plan 

LI A 

LIB L1C 

LID 

LIE 

L1F 

L1G 

L1H 

Lit 

LI J 

R 

Payment 

103 

130 163 

203 

238 

250 

250 

250 

250 r 

250 

C 

TYPE: MPTD 










H 

Plan: MC 











Payment: Variable (-$) 










RETAIL ACCRUAL 


IVolume Range 

141477 

178-221 

222-279 

280-345 

346-432 

433-540 

: : : :541-676v. 677-845 8464056 

1057+ 

TYPE: CO ACCRUAL (Retail Accrual Base Contract) 






Level 1 Plan 

LI A 

LIB 

L1C 

LID 

LIE 

L1F 

. L1G A L1H 

L1I 

L1J 

Payment 

70 

86 

108 

136 

168 

212 

: 264 £ 330 

412 

514 

Level 2 Plan 

L2A 

L2B 

L2C 

L2D 

L2E 

L2F 

jjG-m L2H 

L2I 

L2J 

Payment 

138 

174 

218 

272 

338 

422 

b ! #28 “ 660 

824 

1030 

Level 3 Plan 

L3A 

L3B 

L3C 

L3D 

L3E 

L3F 

k L3G L3H 

L31 

L3J 

Payment 

172 

216 

272 

338 

422 

528 

680 i 824 

1030 

1286 

ItyPE: CO AC MATCH (Retail Accrual RJR/Retailer Match Contract) 

't 



Volume Range 

141477 

178-221 

222-279 

280-345 

346-432 

433-540 

. 541 -67%*. 677-845 846-1056 

1057+ 

Level 1 Plan 

LI A 

LIB 

L1C 

LID 

LIE 

L1F 

ILlIG I L1H 

L1I 

L1J 

Payment 

105 

129 

182 

204 

252 

318 

• 396 495 

618 

771 

Level 2 Plan 

L2A 

L2B 

L2C 

L2D 

L2E 

L2F 

| U2G L2H 

L2I 

L2J 

Payment 

207 

261 

327 

408 

507 

633 

t 792 /in 990 

1230 

1545 

Level 3 Plan 

L3A 

L3B 

L3C 

L3D 

L3E 

L3F 

* L3G, L3H 

L3I 

L3J 

Payment 

258 

324 

408 

507 

033 

792 

* 990 1236 

1545 

1929 

TYPE: RATD (RDA to Retail Accrual Trade-Off) 







Plan: MC 










[ Payment: Variable (+$} 










0908 6S8IS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 

















































SELF-SERVICE CIGARETTE OUTLET 
Level 2 Retail Partners 


2/SELl-u .doc: 10/2S/95 


Level 2 Participation 

• Retailer agrees to maintain: 

- RJR Full Price promotional capability in Primary Position. 

- RJR Savings brand promotional capability in Primary Savings brand 
position. 

- Parity representation for displays at register (Selling Area) for Full 
Price and Savings brands. 

- 'Feature' Self-Service Savings Center in a Primary Savings brand 
position. 

- Self-Service Savings Center for other Savings brands, if applicable. 

- Full Price carton merchandiser for RJR Full Price cartons. 

- Indoor and outdoor “High Impact’ signage. 

• Retailer further agrees to: 

- Provide promotional assistance as requested by RJR. 

- Provide RJR accurate volume information — authorize primary and 
other suppliers to release brand style volume information to RJR. 

- Provide RJR share of signage equal to RJR Share of Market. 

- Ensure RJR brands are represented in all price tiers, as required. 

- Ensure adequate quantity of RJR brands are maintained to minimize 
out of stocks, including brands designated for display. 

- Accept new RJR brand styles as requested by RJR Representative. 

- Provide RJR opportunity to display, promote or distribute RJR brands 
equal to all competing tobacco companies. 

• RJR reserves the right for final approval of display/advertising sizes and 

locations. 

_ 


Pay for Performance 
Retailer earns payment based on performance of requirements and RJR 
volume. Furthermore, participation in the Merchandising/Presence 
program enables the Retailer to participate in the following RJR volume 
building programs. 4* 

Retailer Accrual 

• Meet all requirements specified for Merchandising/Presence Level 2 

• Retailer is eligible to participate at Retail Accrual Level 1, 2 or 3 (Base 
or Match option) based upon status of EDLP. 

• All Accrual Funds (Base/Match) to be utilized toward RJR/Retailer 
delivered promotions, as approved by RJR. 

• Rate of Accrual determined by RJR volume. 

* 

• Retailer is eligible to receive national workplan promotions. 

• # of SKU's determined by Field input. 

* 

Pride Support 

• Retailer is eligible to receive Price Gap and Ceiling Strategy support 
based upon retail conditions. 

• Retailer will not be RJR price disadvantaged due to competitive actions. 

* 

Forsyth Accrual 

If appropriate, Retailer is eligible to receive Forsyth Accrual. 


1908 6S8IS 


Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 





























2/sSGR-COMP Ids: 1005/95 


MERCHANDISING PRESENCE - LEVEL 2 



Volume Range 

141-177 

178-221 222-279 

280-345 346-432 

433-540 

541-678 

679-845 846-1056 

1057+ 

M 

TYPE: CIG OUTLETS 

(Self-Service) 







E 

Level 2 Plan 

L2A 

L2B L2C 

L2D L2E 

L2F 

L2G 

L2H 

L2I 

L2J 

R 

Payment 

310 

372 456 

542 606 

696 

792 

891 

947 

974 

C 

TYPE: MPTD 









H 

Plan: MC 










Payment: Variable (-$) 









RETAIL ACCRUAL 


| Volume Range 

141-177 

178-221 

222-279 

280-345 

346432 

433-540 

541-676 

677-845 8464056 

1057+ 

ItyPF! CO ACCRUAL {Retail Accrual Base Contracts 







Level 1 Plan 

LI A 

LIB 

L1C 

LID 

LIE 

L1F 

L1G 

L1H 

L1I 

L1J 

Payment 

70 

86 

108 

136 

168 

212 

: 264 

330 

412 

514 

Level 2 Plan 

L2A 

L2B 

L2C 

L2D 

L2E 

L2F 

•4L2G : ' ^ 

L2H 

L2i 

L2J 

Payment 

138 

174 

218 

272 

338 

422 

J,S28. 

660 

824 

1030 

Level 3 Plan 

L3A 

L3B 

L3C 

L3D 

L3E 

L3F 

1 3G 

L3H 

L3I 

L3J 

Payment 

172 

216 

272 

338 

422 

528 

660 

824 

1030 ; 

1286 

TYPE: CO AC MATCH (Retail Accrual RJR/Retaller Mafc§h Contract! 

I ** t 




Volume Range 

141-177 

178-221 

222-279 

280-345 

346432 

433-540 

* 541 -676^ 

677-845 8464056 

1057+ 

Level 1 Plan 

LI A 

LIB 

L1C 

LID 

LIE 

L1F 

L1G 

L1H 

Lll 

L1J 

Payment 

105 

129 

162 

204 

252 

318 

396 

495 

618 

771 

Level 2 Plan 

L2A 

L2B 

L2C 

L2D 

L2E 

L2F 

L2G ^ 

L2H 

L2I 

L2J 

Payment 

207 

261 

327 

408 

507 

633 

792 _ 

990 

1236 

1545 

Level 3 Plan 

L3A 

L3B 

L3C 

L3D 

L3E 

L3F 

aL3G W 

L3H 

L3I 

L3J 

Payment 

258 

324 

408 

507 

633 

792 

liMll 

1236 

1545 

1929 

TYPE: RATD IRDA to Retail Accrual Trade-Off) 








Plan: MC 











1 Payment: Variable (+$) 











3908 6S8IS 




Source: https://www.industrydocuments.ucsf.edu/docs/mlwnOOOO 









































